
 
 
1.0 Executive Summary 

 
Hazmat Removal Services Inc. will design customized waste management applications 
specifically for the nuclear power industry. HRS plans to initially offer their services 
initially in the southeastern United States. 

 
1.1 Mission Statement 

 
The mission of HRS is to offer a robotic waste management alternative to the nuclear 
power industry to protect workers from exposure to nuclear waste in the case of an 
accident. An HRS waste management solution guarantees their protection by separating 
the workers from the hazardous material by allowing the user to control a robot to 
manipulate the waste from a safe location. For added benefit, HRS robotic solutions are 
also more efficient. 

 
1.2 Keys to Success 

 
o Partnership with Grand Gulf facility for flagship solution. 
o Capture 33% of the market by end of year 2 
o Capture 100% of market by end of year 4 
o 100% customer satisfaction 

 

 
Figure 1.2.a Target Market Map Figure 1.2.b Target Market Chart 



2.0 Company Summary 
 
HRS is a start-up company based out of Port Gibson, MS.  The companyÕs primary goal 
is to develop robotics systems to transport hazardous waste to proper disposal sites.  HRS 
is classified as an S Corporation according to the tax laws of the State of Mississippi.   
 
The founding members are Rahul Bhakta, BSCPE, Victor Alfaro, BSCPE, Brandon 
Nichols, BSEE, and Sakinah Reid, BSEE.  These members share the vision of using their 
education to develop robotic systems that will provide safer working environments for 
those employees who risk exposure to hazardous waste materials. 
 
Rahul Bhakta will serve as CEO, while Victor Alfaro will serve as Vice-President of 
R&D.  Sakinah Reid will serve as Vice-President of Production.  Brandon Nichols will 
serve as Vice-President of Marketing & Sales. 
 
2.1 Company Location 
  
HRS is located at an industrial park in the city of Port Gibson, where EntergyÕs̈  Grand 
Gulf nuclear power plant is located.  Recently, HRS has made an agreement with the 
aforementioned plant to use their facilities to test our robotic systems in order to improve 
the development process.  In exchange, the aforementioned plant will receive the first 
developed system at a discounted rate.   
 
Mississippi is one of few states who meet the EPAÕs RCRA State Authorization program 
requirements.  As a result, the MississippiÕs hazardous waste regulatory agency has been 
given the authority from the EPA to ensure that waste disposal programs meet both state 
and federal regulations.  As stated by the EPA, this program delegates Òthe primary 
responsibility of implementing the RCRA hazardous waste program to individual states 
in lieu of EPAÓ.  This advantage will save HRS time and money in gaining approval from 
both the state agency and the EPA by simply gaining approval from one agency.  
 
2.2 Company Facilities 
 
HRS is currently seeking to purchase a 58,000 square foot facility at the Port Gibson 
industrial park.  Ten thousand square feet will be allocated to serve as an office building, 
while the rest will be allocated for manufacturing, testing, and research.  This park still 
has 40 lots (each 2 acres) available for purchase.  Furthermore, these lots are sold at 
reduced rates for current lot owners.  Hence, after purchasing the aforementioned facility, 
if there is a need to expand in the future, this park will easily accommodate future 
growth. 
 
The office building will consist of a lobby, receptionist desk, conference room, viewing 
room (to view the manufacturing process and demonstration), employee lounge, six 
management offices, twenty cubicles (each with a personal computer), and four 
restrooms. 
 



The manufacturing facility (which will be connected to the office building) will consist of 
a research and development lab, a testing lab, a demonstration room, and a manufacturing 
area.  The manufacturing area will consist of arm development, locomotion, sensor 
attachment, and wireless control machinery. 
 
2.3 Company Strategy 
 
Initially, HRS will exclusively develop hazmat removal systems for the power industry.  
During this time, we will gain approval from the regulatory agency for hazardous waste 
of the State of Mississippi.  Within a period of 2 years, we hope to supply systems to 
power industries throughout Mississippi and hope to gain approval from the regulatory 
agencies of the states of Alabama, Georgia, Tennessee, South Carolina, and North 
Carolina.  Currently, these states also meet the EPAÕs RCRA State Authorization 
program requirements.  Our method of approaching these facilities would be on an 
individual basis.  Because each facility has its own design and its own specific needs, 
each plant would have a solution tailored to their requirements.  Though we would 
approach potential clients on an individual basis, HRS will increase exposure by 
attending various conferences, such as the Electric Power Expo. 
 
After a period of 5 years, HRS hopes to grow out of the Southeastern U.S. region and into 
other states that meet the EPAÕs RCRA State Authorization program requirements.  
During this time, we also plan to expand our line of products in order to move into other 
hazmat removal fields.  However, this expansion would only take place in states where 
HRS has been established for at least a period of 3 years.  In those states, our reputation 
with the power industries will have grown to a point where less marketing would be 
needed to move into other fields. 
 
2.4 Start-Up Costs 
 

Startup Expenses     
Legal  2,000.00 
Stationary  1,000.00 
Brochures  1,000.00 
Consultants  5,000.00 
Insurance  30,000.00 
Land and Construction  2,000,000.00 
Research and development  1,200,000.00 
Expensed Equipment  300,000.00 
Other  1,000.00 
Total Startup Expenses  3,540,000.00 
   
Startup Assets needed   
Cash Balance on Starting date  2,000,000.00 
Startup Inventory  0.00 
Other Current Assets  40,000.00 
Total Current Assets  2,040,000.00 
   
Total Startup Requirements  5,580,000.00 



 
Funding     
   
Investment   
Rahul Bhakta  350,000.00 
Victor Alfaro  350,000.00 
Brandon Nichols  230,000.00 
Sakinah Reid  250,000.00 
Ray Bhakta  500,000.00 
Victor Alfaro, Sr.  500,000.00 
Jim Reid  500,000.00 
William Nichols  500,000.00 
Entergy Grand Gulf Plant  1,200,000.00 
Delta Capital, LLC  1,000,000.00 
Total Investment  5,380,000.00 
   
Current Liabilities   
Accounts Payable  200,000.00 
Current Borrowing   
Other Current Liabilities  0.00 
Total Current Liabilities  200,000.00 
   
   
Long-term Liabilities  0.00 
Total Liabilities   200,000.00 
   
Left To Finance   0.00 
   
Loss at Start-up  3,540,000.00 
Total Capital  1,840,000.00 
Total Capital and Liabilities  2,040,000.00 
Checkline  0.00 

 
 
 
3.0 Product Descr iption 
 
Though each design will be unique for a given client, there are features that will be 
present in virtually every product. Each robot will load drums of hazardous waste onto a 
pallet. By using a camera combined with a joystick interface an operator is able to 
carefully load the materials onto the robot. At maximum capacity, the robot can transport 
10 drums in a single trip. Once loaded, the pallet is raised in a forklift fashion and 
transported to the disposal/storage site. At the site, the operator can control the robotÕs 
disposal procedure through a portable monitor and camera. The standard product package 
would consist of a single robot transport and the associated user interface. The user 
interface consists of an LCD monitor and a joystick that allows the user to see the video 
output from the robot and control the different functions. With the system, HRS will also 
offer a comprehensive training course for system operators. HRS also offers to provide a 
HRS employee to operate the system for an annual fee. This would be beneficial as the 



HRS operator would not only know how to control the system, but would also be 
certified to perform maintenance on the components. 
 
 
3.1  Sourcing 
 
HRS will initially contract some of the major components for its products to other 
companies.  For instance, an agreement has been made with Caterpillar¨ to construct a 
modified base for the forklift mechanism.  However, the circuitry designs, programming, 
component selection, and testing will be performed internally by HRS. 
 
 
 
 
3.2  Future Products 
 
After HRS has established itself in the nuclear power industry, it will expand 
development of robotic systems for other various fields.  These fields included asbestos 
abatement systems, accidental hazardous waste removal systems, lead removal systems, 
etc.  Additionally, HRS will continue in its vision by developing other technologies that 
are not limited to being controlled by operators. In particular, autonomous robotic 
systems will be established for customers with specific needs. However, the autonomous 
robots will only be developed upon the approval of federal and local standards.   
 
 
4.0 Market Analysis 
 
4.1 Market Segmentation 
 
The process of hazardous waste removal and disposal is a necessary cost within the 
nuclear power industry. While nuclear plants are the only energy industry which takes 
full responsibility for all their wastes, they still use manpower to handle and dispose of 
the byproducts. This offers a unique window of opportunity for HRS, Inc.Õs services. 
 
4.2 Industry Analysis 
 
After fulfilling its agreement with the Grand Gulf plant, HRS, Inc. has decided to launch 
its second implementation at the Browns Ferry nuclear power plant. Currently the plant is 
the 5th largest electric plant in the nation and the 2nd largest nuclear plant. With two 
reactors operational and a third to resume operation in the near future, this plant offers 
great potential for a partnership between HRS and the plantÕs owner TVA. Once the 
BrownÕs Ferry solution is complete, there will be 15 other nuclear plants in the southeast 
to which we can market our products. From there, HRS, Inc. will expand regionally into 
other nuclear power market.  Afterwards, HRS, Inc. will broaden the product field to 
include other waste removal services.  



 
Figure 4.2a Ð 2007 Market Breakdown (Nuclear Plants) 

 
 
4.3 Competitive Analysis 
 
Currently, there will be no competition for HRS as all nuclear waste management is done 
on-site by physical labor. HRS offers a unique solution to reduce the threat to people 
while increasing the efficiency of the process. As HRS expands into other fields, there 
will be some competition. Some of the companies include Resource Services, LLC, 
Waste Broker, and the Safety-Kleen Corporation. While many of these companies are 
well established, they still require people to handle the waste. HRSÕs innovative system 
possesses a technological advantage in that robots handle the waste instead of people. 
This will allow HRS to easily expand into these markets until other companies develop 
similar technologies.  
 
5.0 Strategy and Implementation Summary 
 
HRS Inc. plans to achieve a marketable product by creating a flagship solution at the 
Grand Gulf nuclear power plant to display the potential safety and efficiency benefits 
offered by an HRS solution. For this approach to be successful, having 100% client 
satisfaction is vital. The nuclear power industry is a very small and specialized industry 
with only 17 plants in the southeastern United States. That is the reason HRS solutions 
are each a custom design for the specific plant. Having a custom design allows the end 
user to improve employee safety along with efficiency, since the solution is catered to the 
specific needs of the plant. 
 
 
 



5.1  Implementation Strategy 
 
Once the flagship solution is complete, HRS plans shift its sales force to neighboring 
states including Louisiana, Alabama, and Tennessee. This is to maximize the assistance 
of communication between administrators at the plants to spread information about the 
benefits of an HRS solution. Using this methodology, HRS plans to achieve 100% 
control of the southeastern United States market within the next 4 years. By making use 
of word of mouth, and focusing on locations closest to current operations, HRS will be 
able to minimize direct sales costs and travel costs accrued by the sales team. 
 
To guarantee complete customer satisfaction, HRS will make use of the methods listed in 
Figure 5.0.a. All HRS employees who work at the client site will have a full 
understanding of how to operate the equipment along with knowledge of how to repair 
critical components. This allows HRS to offer immediate customer support minimizing 
the down time due to any system failure. Also, HRS guarantees the client will be 
completely satisfied by working closely with the client to set clear guidelines which the 
project will adhere to. By setting and achieving these guidelines, HRS is able to 
guarantee that each solution meets the clientÕs expectations without any additional 
surprises. 

 
Figure 5.1.a : Strategy Pyramid 

5.2  Milestones 
  
Year 1 Quarter 2 :       Complete necessary EPA licensing and approval for MS 
    Implement Grand Gulf prototype solution 
  Quarter 4: Achieve 100% client satisfaction at Grand Gulf site 

     Complete necessary EPA licensing and approval for Alabama, 
Tennessee, and Louisiana 

Year 2 Quarter 4: Achieve 100% market control in Alabama, Louisiana, and 
Tennessee 

     Achieve 100% client satisfaction across customer base 



Year 3 Quarter 4: Complete necessary EPA licensing and approval for Arkansas, 
Georgia, Florida, and South Carolina 

Year 4 Quarter 4: Achieve 100% market control in Arkansas, Georgia, Florida, and 
South Carolina 

Year 5 Quarter 2: Achieve 100% customer satisfaction in Arkansas, Georgia, Florida, 
and South Carolina 

 
6.0 Management 
 
6.1 Organizational Structure 
 
A management team consisting of Rahul Bhakta, Sakinah Reid, Victor Alfaro, and 
Brandon Nichols will oversee the day to day operations of the company. Rahul will act as 
CEO and handle human resource issues while each of the other three will oversee 
different divisions of the company. Sakinah will be in charge of each implementation of 
an HRS solution at the client site. Victor will be in charge of the design of each custom 
implementation for HRS clients. Brandon will be in charge of the company finances and 
books, as well as Sales &  Marketing. Each department head will be responsible for 
managing the resources and employees in their individual departments. The chain of 
command is depicted below in Figure 6.1.a. 
 

 
Figure 6.1.a Ð HRS Chain of Command 

 
6.2 Management Summary 
 
As CEO of HRS, Inc., RahulÕs responsibilities lie in ensuring the company turns a profit 
each quarter and ensuring that all divisions of the company operate smoothly and 
efficiently. Rahul is also the company representative to the public and government 
agencies.  Rahul graduated from Mississippi State University in May 2006 with a BS in 
Computer Engineering. 



Victor Alfaro is the Vice President of Research and Design. Once a client chooses to 
implement a HRS solution, Victor is in charge of designing a customized system for their 
application. Victor also manages a research team working on methods to improve current 
HRS technology and new technologies to expand HRSÕs service line.  Victor graduated 
from Mississippi State University in May 2006 with a BS in Computer Engineering. 
 
Sakinah Reid is employed as the Vice President of Production. Once a custom solution 
has been designed for a client, Sakinah is responsible for managing a crew to construct 
the system and train the client in its operation. Her responsibilities also include follow-up 
meetings with the client to ensure 100% satisfaction. Sakinah graduated from Mississippi 
State University in May 2006 with a BS in Electrical Engineering. 
 
Brandon Nichols is the Vice President of Sales & Marketing/Finance. His responsibilities 
range from maintaining company financial records and paperwork to visiting potential 
clients to sell HRS solutions. Brandon is also in charge of maintaining the necessary 
licenses and filings with government agencies, such as the EPA. Brandon Nichols 
graduated from Mississippi State University in May 2006 with a BS in Electrical 
Engineering. 
 
6.3 Departmental Management 
 
HRS plans to employ highly qualified individuals for key management positions to ease 
the strain on the core management team. The departments that will have division 
managers are system implementation, solution design, new product research, accounting, 
and human resources. 
 
6.4 Salary Distr ibution 
 
The salary positions at HRS will be paid as depicted in table 6.4.a. The numbers listed are 
an approximation. Positive or negative feedback in quarterly employee evaluations can 
result in the expected salary to increase or decrease. Figure 6.4.b shows the salary 
percentage by division. 
 
 
Personnel Employees Salary(2007) Salary(2008) Salary(2009) Salary(2010) 
CEO 1 $100,000 $110,000 $115,000 $120,000 
Human 
Resources Total 1 $45,000 $45,000 $50,000 $45,000 

Manager 1 $45,000 $45,000 $50,000 $50,000 
Production Total 5 $320,000 $330,000 $355,000 $360,000 

VP 1 $100,000 $110,000 $115,000 $120,000 
Client 

Satisfaction 1 $45,000 $45,000 $50,000 $50,000 
System 

Implementation 3 $175,000 $175,000 $190,000 $190,000 
Manager 1 $75,000 $75,000 $80,000 $80,000 
Engineers 2 $50,000 $50,000 $55,000 $55,000 

R&D Total 7 $460,000 $470,000 $505,000 $510,000 



VP 1 $100,000 $110,000 $115,000 $120,000 
Solution Design 3 $175,000 $175,000 $190,000 $190,000 

Manager 1 $75,000 $75,000 $80,000 $80,000 
Engineers 2 $50,000 $50,000 $55,000 $55,000 

R&D 3 $185,000 $185,000 $200,000 $200,000 
Manager 1 $75,000 $75,000 $80,000 $80,000 
Engineers 2 $55,000 $55,000 $60,000 $60,000 

Finance Total 6 $340,000 $350,000 $380,000 $385,000 
VP 1 $100,000 $110,000 $115,000 $120,000 
Accounting 3 $150,000 $150,000 $165,000 $165,000 

Manager 1 $60,000 $60,000 $65,000 $65,000 
CPA 2 $45,000 $45,000 $50,000 $50,000 

Sales 2 $90,000 $90,000 $100,000 $100,000 
Sales Team 2 $45,000 $45,000 $50,000 $50,000 

Total 20 $1,265,000 $1,305,000 $1,405,000 $1,420,000 
Figure 6.4.a - HRS Payroll 

 

 
Figure 6.4.b Ð HRS Salary Distribution 



7.0  Financial Plan 
 

7.1  Assumptions 
 

For the purpose of financial analysis, HRS has made the following assumptions: 
 

!  HRS will be able to negotiate a deal with the Grand Gulf plant. 
!  HRS will be able to capture 33% of the target market by EOY 2 
!  HRS will be able to capture 100% of the target market by EOY 4 
!  No competition will be present during the analysis period 
!  HRS will not expand into other geographic regions 

 
The negative cash flow depicted in the following sections beginning with year 5 is due to 
this last assumption. For the purpose of approximations, any sales outside of the 
southeastern states are being ignored. For all practicality, HRS will continue their 
expansion outside of this boundary to further their growth. 

 
7.2  Projected Sales 

 
HRS feels that due to the specialized nature of each solution, that $1.25 million is a 
marketable price for the service. To assist with costs of maintaining the site, a 
maintenance fee of $100,000 is accessed each year following the installation. This allows 
HRS to sustain itself completely off of maintenance fees following the close of year 4. 
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Figure 7.2.a : Breakdown of sales 

 



7.3  Projected Expenses 
 

Due to the specialization of the project, much of the value in the HRS solution is the 
intellectual property of HRS. This limits the costs to employee salaries, sales expenses, 
general office expenses, and manufacturing costs. 

Expense Forcast

$0

$500,000

$1,000,000

$1,500,000

$2,000,000

$2,500,000

1 2 3 4 5

Year

E
x
p

e
n

s
e
s Manufacturing

Office

Sales

Salary

 
Figure 7.3.a : Breakdown of Expenses 

 



7.4  Salary Breakdown 
 

Table 7.4.a : Salary Distribution 
Personnel Employees Salary(07) Salary(08) Salary(09) Salary(10) Salary(2010) 
CEO 1 $100,000 $110,000 $115,000 $120,000 $120,000 
Human 
Resources 
Total 1 $45,000 $45,000 $50,000 $45,000 $45,000 

Division Head 1 $45,000 $45,000 $50,000 $50,000 $50,000 
Implementation 
Total 5 $320,000 $330,000 $355,000 $360,000 $360,000 

VP 1 $100,000 $110,000 $115,000 $120,000 $120,000 
Client 

Satisfaction 1 $45,000 $45,000 $50,000 $50,000 $50,000 
System 

Implementation 3 $175,000 $175,000 $190,000 $190,000 $190,000 
Division 

Head 1 $75,000 $75,000 $80,000 $80,000 $80,000 
Engineers 2 $50,000 $50,000 $55,000 $55,000 $55,000 

R&D Total 7 $460,000 $470,000 $505,000 $510,000 $510,000 
VP 1 $100,000 $110,000 $115,000 $120,000 $120,000 
Solution 

Design 3 $175,000 $175,000 $190,000 $190,000 $190,000 
Division 

Head 1 $75,000 $75,000 $80,000 $80,000 $80,000 
Engineers 2 $50,000 $50,000 $55,000 $55,000 $55,000 

R&D 3 $185,000 $185,000 $200,000 $200,000 $200,000 
Division 

Head 1 $75,000 $75,000 $80,000 $80,000 $80,000 
Engineers 2 $55,000 $55,000 $60,000 $60,000 $60,000 

Finance Total 6 $340,000 $350,000 $380,000 $385,000 $385,000 
VP 1 $100,000 $110,000 $115,000 $120,000 $120,000 
Accounting 3 $150,000 $150,000 $165,000 $165,000 $165,000 

Division 
Head 1 $60,000 $60,000 $65,000 $65,000 $65,000 

CPA 2 $45,000 $45,000 $50,000 $50,000 $50,000 
Sales 2 $90,000 $90,000 $100,000 $100,000 $100,000 

Sales Team 2 $45,000 $45,000 $50,000 $50,000 $50,000 

Total 20 $1,265,000 $1,305,000 $1,405,000 $1,420,000 $1,420,000 
 



7.5  Sales vs Costs 
 
While the sales outweigh the costs for the first three years, for a steady profit to be 
guaranteed at year 4, at least 17 plants must be operating with HRS maintained waste 
management systems. 

Table 7.5.a Sales vs Costs 

 
 

7.6  Income Statement 
 

Table 7.6.a contains the income statement for HRS Inc over the first 5 years. 
 

Table 7.6.a Income Statement 
Year 1 2 3 4 5 
Sales 1250000 7600000 6950000 7450000 1700000 
COGS 250000 1500000 1250000 1250000 17000 
Gross Margin 1000000 6100000 5700000 6200000 1700000 
GM 
Percentage 0.8 0.802632 0.820144 0.832215 .99 
      
Administrative 
Salary 1265000 1305000 1405000 1420000 1420000 
General 
Expenses 360,000 2,145,000 2,005,000 2,180,000 605,000 
Rent 5,000 5000 5000 5000 5000 
Sales 
Expense 5000 5000 5000 5000 5000 
Taxes 350000 2135000 1995000 2170000 595000 
Net Income -975000 515000 295000 430000 -937000 



 



7.7  Cash Flow Statement 
 
Table 7.7.a contains the quarterly cash flow statement for HRS during the first year of 
business. 

Table 7.7.a Quarterly Cash Flow 
Quarter 1 2 3 4 
Beginning 
Balance 750000 756250 512500 268750 
Cash In 500000 250000 250000 250000 
Cash Out 493750 493750 493750 493750 
Cash Flow 6250 -243750 -243750 -243750 
Ending Balance 756250 512500 268750 25000 

 
Table 7.7.b contains the yearly cash flow statement for HRS during the first 5 years 
of business. 

Table 7.7.b Yearly Cash Flow 
Year 2006 2007 2008 2009 2010 
Beginning 
Balance 750,000 25000 2040000 3585000 5265000 
Cash In 1250000 7600000 6950000 7450000 1700000 
Cash Out 1,975,000 5,585,000 5,405,000 5,770,000 2,637,000 
Cash Flow -725000 2015000 1545000 1680000 -937000 
Ending 
Balance 25000 2040000 3585000 5265000 4345000 

 
As mentioned previously, starting with year 5, HRS begins showing a loss of nearly 
1,000,000 each year. Sales of only 1 system per year outside of the southeastern region 
will balance this loss and total sales of at least 10 systems outside the southeast will offer 
enough income from maintenance charges to eliminate this loss permanently. 

 


